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Introduction 
In the homeowners' insurance study, the researchers were 
interested in examining whether dwellers in different locations 
received the same treatment when shopping for insurance. Contact 
with the state insurance office and insurance industry groups 
yielded no information below the city level. Therefore, the 
information was of no use when trying to detect differences 
within the city. 
Efforts were then undertaken to generate data. 'I' his report 
consists of three parts, each describing the results of a 
specific effort. Part one shows the findings that resulted from 
telephone surveys of residents in specific blocks at three dif-
ferent locations within the city. By using a matched block 
approach, the researchers tried to control for the effects of 
race. That is, do people in similar areas with differing racial 
composition have different insurance policies? The number of 
homeowners who were uninsured was also of interest. 
Part two provides the information gained by having seven dif-
ferent homeowners call selected insurance companies to obtain 
insurance on their houses. Each interviewer was paid. This 
process yielded 62 completed surveys. The questions that the 
insurance agents asked were recorded in the order of occurrence, 
and the agent's final response outcome was also recorded (e.g., 
gave price quotes, offered to visit property, or refused to offer 
insurance). 
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The third section was an effort to control for all conditions 
but location. In this section the researchers contacted nine 
agents (three each from two companies and three independent 
agents). The agents were given the same description of a house 
at a fictitious address in three different parts of the 
community. The results of those surveys constitute the infer-
mation used in this section. 
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CHAPTER 1 
SURVEY OF RESIDENTS IN THREE SELECTED BLOCKS 
Purpose 
The insurance redlining portion of the study was designed to 
ascertain two things. First, do residents in different parts of 
the community have equal and/or adequate access to homeowners' 
insurance? Second, can differences in the proportion of people 
with homeowners' insurance be attributed to geographic factors? 
Methodology 
The insurance study involved determining the percentage of 
homeow_ners who were uninsured or under insured. In order to 
accomplish this, a comparison between areas in North and South 
Omaha was formulated. Since part of the study design required 
gathering information about insurance policies, efforts were con-
centrated on targeted areas. All areas east of 42nd Street were 
included as potentials for study. Because of very low incomes 
and large numbers of rental units east of 42nd Street, certain 
standards needed to be established that would aid in keeping the 
study focused on owner occupants. 
For each block group east of 42nd Street, information was 
obtained from the 1980 Census tapes about race, household income, 
percentage of units built prior to 1949, percent owner occupied, 
and age of structure. That procedure yielded 239 block groups. 
Because of the wide variation in the types of areas included, 
areas had to be selected that were most appropriate for the 
study's purposes. Only block groups with median household 
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incomes between $14, 300 and $20,400 ( 1982 Section 8 low income 
range) were eligible for selection. Block groups without at 
least 60 percent owner occupants were also excluded. Thirty-
eight block groups met both these criteria--23 in South Omaha and 
15 in North Omaha. A block group was randomly selected from both 
North and South Omaha. In North Omaha, block group 5 of census 
tract 61.02 was selected. In South Omaha, block group 1 of 
census tract 30 was chosen. One block within each of these 
groups was randomly selected. The Bemis Park area was specifi-
cally chosen because of a high concentration of minority 
homeowners and because the randomly selected blocks were at the 
outside fringes of the transition area. However, the block group 
and block within this area was randomly selected. In Bemis Park, 
block group 3 of census tract 52.00 was chosen. 
Characteristics of all block groups that met the two criteria 
can be seen in Table 1. 
Findings 
Households within each selected block were telephoned. Of 
the 85 phone numbers called, 
attempts. Of those 45, 39 
45 households were reached in two 
individuals agreed to answer the 
questionnaire and six refused to respond. 
contacts, 14 had disconnected numbers.) 
(Of the 26 no 
Demographic questions were asked about the head of the 
household, and information about the house was also ~ought. 
Information was also sought related to experiences in obtaining 
insurance and in filing claims against insurance policies. 
Tract 
South 
23.00 
24.00 
25.00 
26.00 
27.00 
27.00 
30.00 
30.00 
30.00 
30.00 
30.00 
31.00 
31.00 
31.00 
31.00 
34.01 
34.01 
34.01 
34.02 
34.02 
34.02 
34.02 
38.00 
North 
3.00 
52.00 
59.01 
59.02 
60.00 
61.01 
61.02 
61.02 
61.02 
62.01 
62.02 
62.02 
62.02 
62.02 
62.02 
Block 
Group 
2 
5 
1 
1 
1 
2 
1 
2 
3 
4 
5 
2 
3 
4 
5 
2 
3 
4 
1 
2 
3 
4 
4 
1 
3 
3 
2 
6 
1 
2 
4 
6 
1 
2 
3 
4 
5 
6 
TABLE 1 
CHARACTERISTICS OF POTENTIAL STUDY BLOCK GROUPS 
Percent 
White 
100.00 
100.00 
97.78 
99.29 
87.51 
97.96 
92.37 
83.29 
98.08 
100.00 
98.75 
100.00 
99.21 
97.69 
95.22 
100.00 
100.00 
97.62 
100.00 
100.00 
95.86 
100.00 
100.00 
57.67 
12.42 
12.50 
15.74 
73.64 
72.47 
59.04 
64.47 
56.77 
98.59 
96.72 
100.00 
89.63 
73.60 
69.26 
Percent 
Black 
0.00 
0.00 
0.00 
0.00 
0.85 
0.00 
4.19 
10.68 
0.00 
0.00 
0.00 
0.00 
0.00 
0.00 
0.00 
0.00 
0.00 
0.00 
0.00 
0.00 
0.00 
0.00 
0.00 
42.33 
85.33 
87.50 
84.26 
25.58 
27.53 
38.98 
28.32 
41.92 
0.00 
1.75 
0.00 
8.89 
26.40 
29.53 
Median 
Household 
Income 
17,386 
17,813 
15,962 
15,774 
14,489 
15,302 
15,393 
15,217 
20,089 
16,172 
16,354 
14,875 
14,505 
18,917 
16,771 
18,906 
16,000 
17,616 
15,325 
15,968 
16,292 
20,625 
19,555 
14,342 
15,263 
16,553 
15,000 
15,551 
18,199 
19,079 
15,324 
14,358 
15,667 
19,200 
17,227 
20,194 
15,179 
16,903 
Total 
Units 
230 
114 
239 
232 
418 
247 
381 
304 
273 
308 
298 
241 
292 
223 
202 
178 
293 
295 
346 
277 
260 
98 
301 
278 
150 
258 
227 
295 
281 
257 
263 
204 
98 
169 
218 
453 
431 
307 
Percent 
Built 
Before 
1940 
80.43 
100.00 
89.54 
96.98 
93.30 
76.52 
71.92 
47.70 
24.18 
52.60 
64.77 
81.33 
78.42 
89.24 
61.88 
70.22 
46.08 
49.15 
80.06 
83.39 
81.92 
70.41 
95.68 
84.17 
89.33 
44.19 
58.15 
66.10 
14.59 
24.12 
41.06 
36.27 
38.78 
42.60 
38.99 
45.47 
62.18 
71.99 
Percent 
Renter 
Occupied 
33.48 
21.93 
20.80 
23.74 
38.26 
32.76 
13.65 
8.45 
6.59 
8.44 
14.29 
36.41 
18.51 
7.62 
4.95 
19.32 
21.24 
9.06 
25.89 
14.44 
17.65 
17.20 
22.65 
28.97 
29.85 
28.35 
24.76 
21.05 
28.41 
13.23 
23.20 
12.30 
37.76 
22.70 
28.90 
6.44 
9.86 
15.72 
Percent 
of 
Population 
Under 5 
8.76 
7.08 
5.55 
9.17 
7.58 
10.22 
8.96 
6.66 
9.38 
4.34 
5.52 
14.72 
8.58 
6.93 
5.97 
5.76 
12.37 
7.26 
9.03 
13.16 
4.70 
0.00 
7.18 
11.26 
11.29 
15.02 
15.74 
7.11 
11.92 
8.33 
13.17 
15.3 3 
0.00 
7.64 
5.70 
11.31 
10.94 
11.66 
5 
Percent 
of 
Population 
Over 65 
11.00 
6.27 
21.44 
15.34 
23.16 
11.01 
10.58 
17.21 
8.53 
16.60 
22.21 
11.89 
13.19 
13.56 
19.62 
26.00 
11.03 
15.24 
10.36 
10.73 
24.45 
4.92 
5.44 
7.46 
9.48 
7.46 
10.49 
15.10 
3.60 
12.99 
7.20 
7.83 
11.97 
12.45 
10.40 
13.33 
12.28 
11.42 
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Respondents were asked how long they h~d lived at their 
present addresses, whether they owned their own dwellings, how 
many units were in them, the age of their homes, the type of 
structure, and whether they had a fireplace, wood burning stove, 
or solar heat. 
Of the 39 individuals who responded five (12.8 percent) had 
lived at their present addresses from two to five years, four 
( 10. 3 percent) had lived there five to 10 years, 12 (30.8 
percent) indicated that they had resided at their present 
addresses for 10 to 20 years, and 16 ( 41 • 0 percent) had lived 
there for more than 20 years. Two individuals ( 5. 1 percent) 
chose not to respond. 
When asked if they owned their own homes, 32 individuals 
(82.1 percent) said that they did, six (15.4 percent) indicated 
that they did not, and one (2.6 percent) chose not to respond. 
The interview was terminated when the respondent was found not to 
own the residence. 
Table 2 shows the percentage of owner occupancy by area. 
Over 80 percent were owner occupied, with the South Omaha block 
having the highest home ownership rate. 
TABLE 2 
OWNER OCCUPANCY BY AREA 
Yes 
No 
No response 
Total 
North 
10 (76.9%) 
3 (23.1%) 
-----
13 (100.0%) 
South Bemis Park 
13 (92.9%) 9 (75 .0%) 
----- 3 (25.0%) 
1 (7.1%) -----
14 (100.0%) 12 (100.0%) 
All 
32 (82.1%) 
6 (15.4%) 
1 (2.6%) 
39 (100.0%) 
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None of the respondents lived in a house less than 11 years 
old. Table 3 shows the age of the structures. 
TABLE 3 
AGE OF THE DWELLINGS 
North South Bemis Park Total 
Less than 5 years ------ ------ ------ ------
6·1 0 years old ------ ------ ------ ------
11·20 years old 1 (7.7%) 2 (14.3%) ------ 3 (7.7%) 
21-30 years old 5 (38.5%) 5 (35.7%) 1 (8.3%) 11 (28.2%) 
31-50 years old 2 (15.4%) 4 (28.6%) 1 (8. 3%) 7 (18.0%) 
51-100 years old 2 (15.4%) ------ 5 (41.7%) 7 (18.0%) 
More than 100 years old ------ ------ 1 (8.3%) 1 (2.6%) 
No response 3 (23.1%) 3 (21.4%) 4 (33.3%) 10 (25.6%) 
Total 13 (100.0%) 14 (100.0%) 12 (100.0%) 39 (100.0% 
In general, homes in Bemis Park were older than homes 
surveyed in North Omaha and South Omaha with over half the homes 
in Bemis Park over 50 years old. The age of homes in North Omaha 
was between 11 and 100 years old and in South Omaha 11 to 50 
years old. 
Two questions were asked concerning the head of the house-
hold; the first was about age, the second about race. Of the 31 
respondents who answered the age question, four were 21 to 35 
years old (10.3 percent), six were 36 to 50 (15.4 percent), 14 
were 51 to 65 (35.9 percent), and seven were 66 or older (18.0 
percent). The racial composition of respondents was 27 white 
(69.2 percent), three black (7,7 percent), and one Fispanic (2.6 
percent). 
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Another series of questions allowed the respondents to share 
experiences in obtaining homeowners' insurance. Each individual 
was questioned about how long they had had homeowners' insurance, 
if they had always been with their present companies, and for how 
long. They were also asked how easy it had been for them to find 
an insurance company to insure their homes, how they had learned 
of the company, and whether they knew of anyone living in their 
neighborhoods who had had difficulty in getting homeowners' 
insurance. Questions were also asked concerning the 1 imi ts of 
liability on their homes, the amount of premiums paid, and 
whether a representative of the insurance company had visited the 
property prior to issuing the policy. Respondents were asked if 
they had ever changed their coverage and its cost. 
Length of Insurance 
Not surprisingly, the length of insurance corresponded to the 
length of home ownership. Of more interest was whether 
homeowners had changed insurance carriers. Eleven (28.2 percent) 
said they had, and 16 (41.0 percent) indicated they had not. 
Of those who said that they had not always been with their 
present insurance companies, four were located in North Omaha, 
four in South Omaha, and three in Bemis Park. Table 4 shows the 
results. 
Ease of Finding Insurance 
Individuals were questioned about how easy it had been for 
them to find the type of homeowners' insurance they wanted. Of 
the 27 who answered the question, 18 (46.2 percent) had found it 
"very easy. 11 Six of these individuals lived in the North Omaha 
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TABLE 4 
LENGTH OF TIME INSURED WITH ANY COMPANY 
North South Bemis Park All 
Less than one year ------ ------ ------ ------
1-5 years 2 (15.4%) 3 (21.4%) ------ 5 (12.8%) 
6-10 years 1 (7. 7%) 1 (7.1%) ------ 2 (5 .1 %) 
11-20 years 2 (15.4%) 4 (28.6%) 4 (33.3%) 10 (25 .6%) 
More than 20 years 5 (38.5%) 5 (35.7%) 5 (41.7%) 15 (38.5%) 
No response 3 (23.1%) (7.1%) 3 (25.0%) 7 (18.0%) 
Total 13 (100.0%) 14 (100.0%) 12 (100.0%) 39 (100.0%) 
area, eight in South Omaha, and four in Bemis Park. Seven (18.0 
percent) found it "somewhat easy" to find the type of homeowners' 
insurance that they wanted. One individual (2.6 percent) living 
in the Bemis Park area indicated that it had been "somewhat 
difficult," and one that it was ''very difficult." Table 5 
suggests that Bemis Park residents seemed to feel that they had 
greater difficulty than residents of the other two areas. 
TABLE 5 
EASE OF FINDING INSURANCE 
North South Bemis Park All 
Very easy 6 (46.2%) 8 (57.1%) 4 (33.3%) 18 (46.1%) 
Somewhat easy 3 (23.1%) 3 (21.4%) 1 (8.3%) 7 (18.0%) 
Somewhat difficult ------ ------ 1 (8.3%) 1 (2.6%) 
Very difficult ------ ------ 1 (8.3%) 1 (2.6%) 
No response 4 (30.8%) 3 (21.4%) 5 (41.7%) 12 (30.8%) 
Total 13 (100.0%) 14 (100.0%) 12 (100.0%) 39 (100.0%) 
Respondents were asked if a representative of the insurance 
company had visited their properties before selling the insurance 
lO 
to them. Table 6 shows that 11 (28.2 percent) said that an 
insurance agent had visited the property. Four had homes in 
North Omaha, five in South Omaha, and two in Bemis Park. Eleven 
individuals (28.2 percent) also said that the insurance company 
had not visited their properties. Two of these 11 were in North 
Omaha, six in South Omaha, and three in Bemis Park. Eight (20.5 
percent) indicated that they did not know if a representative of 
the company had visited their properties, and nine did not 
respond. 
TABLE 6 
DID AGENT VISIT THE PROPERTY? 
North South Bemis Park All 
Yes 4 (30.8%) 5 (35.7%) 2 (16.7%) 11 (28.2%) 
No 2 (15.4%) 6 (42.9%) 3 (25.0%) 11 (28.2%) 
Don'tknow 4 (30.8%) 1 (7.1%) 3 (25.0%) 8 (20.5%) 
No response 3 (23.1%) 2 (14.3%) 4 (33.3%) 9 (23.1 %) 
Total 13 (100.0%) 14 (100.0%) 12 (100.0%) 39 (100.0%) 
Coverage 
Each individual answering the questionnaire was asked about 
coverage on their dwellings, other structures, personal property, 
loss of use, personal liability, medical payments, and other 
coverage extensions. A broad range of responses was given. In 
North Omaha the limits of liability went from a low of $14,000 to 
a high of $203,900. The South Omaha neighborhood showed the 
limits of liability varying between $27,000 and $162,600. The 
limits of liability in Bemis Park ranged from $11,000 to $73,870. 
Table 7 provides an area comparison. 
North 
Number 
Amount lnsured 
$14,000 1 
39,000 1 
50,000 1 
63,500 1 
203,900 1 
NA 8 
TAHLE 7 
LIMITS OF LlABIL!TY 
South 
Number 
Amount Insured 
$27,000 I 
29,000 1 
30,000 1 
31,000 1 
40,000 2 
50,000 1 
162,600 1 
NA 6 
Bemis Park 
N!lmber 
Amount Insured 
$11,000 1 
63,750 1 
73,870 1 
NA 9 
I 1 
No specific trend in premium charges was evident. Table 8 
shows the premium ranges by area. 
TABLE 8 
AMOUNT OF PREMIUM 
North South Bemis Park 
Number Number Number 
Amount Insured Amount Insured Amount Insured 
$ 36 1 $100 1 $108 1 
!50 1 109 1 175 1 
186 1 160 2 204 1 
190 1 180 1 NA 9 
200 1 184 1 
267 1 200 1 
NA 7 235 1 
NA 6 
When asked how they learned about their insurance companies, 
eight ( 27.6 percent) said they let the loan company handle it. 
Three (10.3 percent) kept the insurance that was with the house 
when they purchased the property. Two (6.9 percent) accepted the 
recommendations of the real estate company. Two learned about 
12 
the company fpom fr'i ends, · and 14 ( 4 8. 3 per'cen t) indica ted that 
they leaPned about their' insurance companies in other ways. None 
of the respondents said that a Pepresentative of the company had 
contacted them. 
The questionnaire asked if the respondent knew of anyone in 
the neighborhood who had had difficulty in obtaining homeowners' 
insurance. In 29 cases (74.4 percent) the interviewee knew of no 
one. 
The survey was also concerned with whether the homeowners had 
ever changed their insurance policies and what effect the change 
had had on the amount of coverage carried and the cost of 
coverage. Of the 39 homeowners Pesponding, 14 (35.9 percent) had 
changed their policies. No changes had been made by 14 ( 35.9 
percent), and 11 (28.2 percent) did not answer the question. 
The effect was to increase both amount and cost of coverage 
for 12 (30.8 percent) of the homeowners. One homeowner (2.6 
percent) indicated decreased coverage also decreased the cost of 
the policy. 
Claims 
The participants in the survey were asked questions con-
cerning claims they may have made against their policies, how 
many claims they made within the last 10 years, the amount 
received, and whether they felt that the insurance· company had 
treated them fairly. They were also asked if they had ever 
sustained damage that they had not filed claims for but that the 
insurance company might have paid. Of the 39 participants, 16 
(41.0 percent) had made claims against their insurance policies, 
13 
14 (35.9 percent) had not, and nine (23.1 percent) did not answer 
the question. The number of claims filed by homeowners within 
the last ten years varied from neighborhood to neighborhood. In 
North Omaha two homeowners had filed one claim each, and two had 
each filed two claims. In South Omaha and in Bemis Park three 
homeowners had filed one claim each. Also in Bemis Park one 
homeowner had filed three claims and one five claims. 
The amount received varied from a low of $48 for one South 
Omaha homeowner to a high of $1,800 for a North Omaha resident. 
Eight of the homeowners (20.5 percent) felt that the insurance 
companies' settlements were "very fair," and three homeowners 
(7.7 percent) rated the settlements as "somewhat fair." However, 
two Berni s Park homeowners ( 5. 1 percent) felt that their settle-
ments from the insurance companies were "very unfair.'' Table 9 
shows how fair respondents felt insurance companies had been in 
settling claims. 
TABLE 9 
FAIRNESS OF SETTLEMENTS 
North South Bemis Park All 
Very fair 3 (23.1%) 4 (28.6%) 1 (8.3%) 8 (20.5%) 
Somewhat fair 1 (7.7%) ------ 2 (16.7%) 3 (7.7%) 
Somewhat unfair ------ ------ ----- ------
Very unfair ------ ------ 2 ( 16. 7%) 2 (5.1%) 
No response 9 (69.5%) 10 (71.4%) 7 (58.3%) 26 (66. 7%) 
Total 1 3 (100.0%) 14 (100.0%) 12 (100.0%) 39 (100.0%) 
Homeowners were also questioned about damages they did not 
claim although the insurance company might have paid. Five 
(12.8 percent) said that they had sustained damage that they had 
not claimed. Three of the homeowners felt there would be "too 
much hassle'' for what they would receive. One homeowner 
expressed concern that the premium would increase if the claim 
were made. Table 10 provides the results. 
TABLE 10 
WHY CLAIM WAS NOT FILED 
Too much hassle for 
what would be received 
Was afraid that the cost 
would increase 
Wanted to keep record clean 
in case of a major claim 
Afraid insurance 
would be cancelled 
Other 
No response 
Total 
North 
2 (15.4%) 
------
------
I (7.7%) 
10 (76.9%) 
13 (100.0%) 
Insurance Sales Contacts 
South 
1 (7.1%) 
------
------
------
13 (92.9%) 
14 (100.0%) 
Bemis Park All 
3 (7. 7%) 
1 (8.3%) I (2.6%) 
------
------
------
------
------ 1 (2.6%) 
11 (91.7%) 34 (87.2%) 
12 (100.0%) 39 (100.0%) 
All participants were asked how many times per year they 
received telephone calls, mail correspondence, or door solicita-
tions from homeowners' insurance agents wishing to discuss 
insurance coverage. Almost half (18 or 46.2 percent) said that 
they were never contacted. Three of these homeowners lived in 
North Omaha, seven in South Omaha, and eight in Bemis Park. 
Three North Omaha residents and four in South Omaha for a total 
of seven (18.0 percent) said they received inquiries about 
homeowners' insurance less than once a vear. 
1 5 
Only one North 
Omaha homeowner reported being contacted one to four times per 
year. Two homeowners (S.1 percent) said that they were contacted 
five to nine times per year. One of these lived in North Omaha 
and one in Bemis Park. Two participants (5.1 percent), one in 
North Omaha and one in South Omaha, indicated that they were con-
tacted ten or more times per year. 
Summary 
In the 
respondents 
insurance. 
insured. 
telephone survey of three different blocks, no 
indica ted that they were without homeowners' 
However, several respondents seemed to be under-
Some of the premiums also seemed higher than would 
be expected on a standard policy. 
Most North and South Omaha respondents felt that finding 
insurance was "very easy" or "somewhat easy." In Berni s Park, 
however, respondents seemed more concerned about the availability 
of insurance. This concern might result from the increased 
efforts to rehabilitate housing in the area. Insurance ratings 
recognizing those changes may have lagged behind actuality, and 
residents in the area may also have had their expectations 
raised. 
Respondents didn't seem to express any unusual concern about 
filing claims for fear that their policies would be cancelled, 
nor was any indication found that policies had been cancelled. 
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Insurance agents did not appear to be aggressive in seeking to 
write new contracts in any of the blocks surveyed. Although the 
insurance patterns led to a suspicion that the areas were 
somewhat underinsured, the types of insurance an aggressive 
homeowner could find could not be determined. That topic is 
pursued in the next section of this report. 
CHAPTER 2 
INSURANCE SHOPPERS' SURVEY 
1 7 
In this section of the report, data gathered from individual 
shoppers' surveys are aggregated and analyzed. Seven 
interviewers, each located in different census tracts, called 
different insurance companies and asked for price quotes on 
homeowners' insurance. Each caller recorded information about 
the order in which questions were asked about their homes. Some 
questions were about the type of dwelling, the coverage desired, 
and reasons for shopping for insurance. Others were related to 
the location. Age of the structure was also considered as a 
variable. because this is often used as a surrogate measure of 
condition and tends to reflect more negatively on older areas of 
the community. 
The seven interviewers completed 62 surveys. Some insurance 
companies were unwilling to discuss coverage and cost without 
first seeing the property, but 55 questionnaires were completed 
in enough detail to be useful. 
A copy of the survey instrument, interviewers' instructions, 
the insurance companies called, and a map showing the location of 
the insurance offices are included in the Appendices. 
All seven residences used in this insurance shoppers' survey 
were located east of 60th Street, and five of the seven were east 
of 42nd Street. Five of the residences were north of Dodge 
Street, and two were south of Leavenworth, one east of I-480 and 
one west. All interviewers used their own homes to conduct the 
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survey of insurance companies. All the residences were single 
family units, and all were more then 30 years old. Five of the 
homes were wood frame construction and two stucco. Four of the 
residences were in good to excellent condition at the time of the 
survey, and three were in poor condition. The general location 
of the houses used can be seen on Map 1. 
Block group data taken from the 1980 Census were used to 
determine median household income, racial distribution, and the 
percentage of homes built before 1949. The median household 
income for the seven census tracts ranged from a low of $8,654 to 
a high of $24,127. Four of the seven block groups were more than 
50 percent white; the other three were more than 50 percent 
black. In six of the seven areas, more than 50 percent of the 
houses were constructed before 1949. 
Findings 
"Where do you live?" was the question most frequently asked 
first, 27 times in 55 responses. The questions next most 
frequently asked were about the type of dwelling and its age with 
four each in these categories. 
If a question about location was not asked first, it was 
frequently asked second--12 agents asked that question next. Ten 
agents asked the age of the house second, and the length of resi-
dence was the second question a,;ked by six. Although the loca-
tion and age of the structure seemed to be of primary importance, 
zip code information was only requested si:c times. After loca-
tional facts were established, agents began to discuss coverage 
related issues. 
MAP 1 
LOCATION OF RESIDENCES 
USED IN INSURANCE SHOPPERS' SURVEY 
Residence 
Number 
1 
2 
3 
4 
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6 
7 
Census 
Tract 
58 
9 
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1 5 
38 
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63 
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Group 
2 
2 
2 
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In an effort to trace the questioning path, the persons who 
were first asked where they lived were compared to those who were 
not asked that question first. 
The house of the first resident used as an interviewer in 
this survey is located in census tract 58, block group 2. The 
median household income for this area was $15,227 in 1980, and 
the area was predominantly white (73 percent) and 24 percent 
black. Three-fourths of the homes were built before 1949. 
The interviewer spoke with agents from eight different 
insurance companies. A.ll eight agents asked the interviewer 
where he lived. Three asked this question first, two asked it 
second, and one each asked this question third, fourth, and 
seventh. One agent asked the interviewer his zip code fourth. 
Six of the eight asked the age of the house, but this question 
was not asked first by anyone. Only one of the eight agents 
either offered to set up an appointment or did so, three worked 
up cost estimates, and four agents seemed interested in competing 
with the present coverage. See Table 11. 
The second interviewer also lives in the northeast area of 
the city in census tract 9, block group 2. The median household 
income was $8,654, and according to the 1980 Census this was a 
racially mixed area that was predominantly black (66 percent). 
Houses built before 1949 comprised 94 percent of the total units 
in the area. 
This interviewer contacted seven agents from seven different 
insurance companies. Five of the seven asked where the inter-
Where do you live? 
What is your zip code? 
How old is your house? 
FREQUENCY 
TABLE 11 
RESIDENCE 1 
AND ORDER OF 
1 2 3 4 
3 2 I I 
I 
I I I 
QUESTIONS 
5 6 7 8 
I 
1 1 
FREQUENCY OF RESPONSES BY AGENTS 
Set up an appoinm1ent or offered to do so. 1 
Worked up a cost estimate. 3 
Seemed interested in competing. 4 
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9 10 11 12 13 Total 
8 
I 
I 6 
viewer lived. Two asked this 
second, and one asked it third. 
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question first, two asked it 
Two agents asked for the zip 
code, one asking this question second and the other eighth. Five 
inquired about the age of the house with one agent each asking 
this question first, second, fourth, fifth, and thirteenth. One 
agent offered to set up an appointment. Prices were quoted by 
five agents, and six left the impression that they were willing 
to compete with the present coverage. See Table 12. 
The third residence used in the insurance shoppers' survey is 
in census tract 59.02, block group 2 in northeast Omaha. The 
median income for the area was $15,000. The racial composition 
was 16 percent white and 84 percent black. Over half (58 
percent) of the houses were constructed prior to 1949. 
Sixteen insurance companies were contacted. Twelve agents 
asked where the property was located. Seven asked this question 
first and five second. Both of the agents who asked for the zip 
code did so first. The age of the house was asked by 12 agents. 
This question was asked first by two agents, second by five, 
third by two, fourth by one, and sixth by two agents. Of the 16 
agents contacted, 11 either set up appointments or offered to do 
so. All 16 worked up cost estimates, and 13 expressed interest 
in competing with the present insurance coverage. See Table 13. 
The fourth resident involved in the insurance survey lives on 
the near north side of the city in census tract 15, block group 
2. Median household income for this area was $10,391. Blacks 
TABLE 12 
RESIDENCE 2 
FREQUENCY AND ORDER OF QUESTIONS 
Where do you live? 
What is your zip code? 
How old is your house? 
I 
2 
I 
2 3 
2 I 
I 
I 
4 5 6 7 8 
l 
I I 
FREQUENCY OF RESPONSES BY AGENTS 
Set up an appointment or offered to do so. 1 
Worked up a cost estimate. 5 
Seemed interested in competing. 6 
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9 10 11 12 13 Total 
5 
2 
I 5 
TABLE 13 
RESIDENCE 3 
FREQUENCY AND ORDER OF QUESTIONS 
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1 2 3 4 5 6 7 8 9 10 11 12 13 Total 
Where do you live? 
What is your zip code? 
How old is your house? 
7 5 
2 
2 5 2 1 2 
FREQUENCY OF RESPONSES BY AGENTS 
Set up an appoinunent or offered to do so. 11 
Worked up a cost estimate. 16 
Seemed interested in competing. 13 
12 
2 
12 
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comprised 69 percent of the population and whites 27 percent. 
Ninety percent of the total housing units in the area were 
constructed prior to 1949. 
Agents from eight different insurance companies were 
contacted. "Where do you live?" was asked by seven of them with 
six asking this first and one fifth. One agent asked for the zip 
code, his fourth question. The age of the house was asked by 
four agents, all asking this question fifth. No agent set up an 
appointment or offered to do so, and no agent worked up a cost 
estimate. The interviewer stated that three agents showed some 
interest in competing with her present insurance coverage. See 
Table 14. 
The fifth house is located west of I-480 in the southeast 
section of the city in census tract 38, block group 3. Residents 
living in this area had a median household income of $23,750. 
Whites made up 97 percent of the total. Blacks comprised less 
than 1 percent. Of the 218 housing units in this area, 92 per-
cent were constructed before 1949. 
The interviewer contacted seven agents. All seven asked, 
"Where do you live?" Four asked this question first; one each 
asked second, third, and fourth. None wanted the zip code. Six 
agents asked the age of the house with one asking this question 
first, three second, and two third. Three agents offered to make 
appointments, and six worked up cost estimates. The interviewer 
said that six agents seemed interested in competing with his pre-
sent insurance coverage. See Table 15. 
TABLE 14 
RESIDENCE 4 
FREQUENCY AND ORDER OF QUESTIONS 
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1 2 3 4 5 6 7 8 9 10 11 12 13 Total 
Where do you live? 
What is your zip code? 
How old is your house? 
6 
1 
1 
4 
FREQUENCY OF RESPONSES BY AGENTS 
Set up an appointment or offered to do so. 0 
Worked up a cost estimate. 0 
Seemed interested in competing. 3 
7 
1 
4 
Where do you live? 
What is your zip code? 
How old is your house? 
FREQUENCY 
TABLE 15 
RESIDENCE 5 
AND ORDER OF 
1 2 3 4 
4 1 1 1 
1 3 2 
QUESTIONS 
5 6 7 8 
FREQUENCY OF RESPONSES BY AGENTS 
Set up an appointment or offered to do so. 3 
Worked up a cost estimate. 6 
Seemed interested in competing. 6 
27 
9 10 11 12 13 Total 
7 
0 
6 
28 
The sixth dwelling is located east of J-480 in the southeast 
section of the city in census tract 31, block group 5. In 1980 
the median household income was $11,250. Tl-Je population was 97 
percent white with blacks comprising less than 1 percent. Of the 
354 housing units in the area, 96 percent were built prior to 
1949. 
Eight insurance companies were contacted, but one did not 
offer homeowners 1 insurance. Of the seven issuing homeoHners 1 
protection, four asked the interviewer the location of her house, 
with two asking this question f'irst and two asking third. No one 
asked for the zip code. Two agents asked the age of the house, 
one asking this question second and one asking fourth. Offers to 
set up appointments were made by five. Cost estimates were 
worked up by two agents, and the intervieHer stated that five 
agents were interested in competing with her present coverage. 
See Table 16. 
The seventh house used in the survey is in the northeast sec-
tion of the city in census trE.ct 63, block group 3. The median 
household income for the area was $24,127, and the racial distri-
bution was more evenly split betHeen whites (58 percent) and 
blacks (40 percent). This is an area of newer housing units Hith 
only 12 percent of the houses constructed before 1949. 
Eight interviews were conducted. The interviewer was asked 
where she lived by five agentc, three asking this first and two 
second. One agent asked for the zip code, his fourth question. 
Only one asked for the age of the house, also the fourth 
TAllLE 16 
RESIDENCE 6 
FREQUENCY AND ORDER OF QUESTIONS 
1 2 3 4 5 6 7 8 9 10 11 12 13 Total 
When~ do you live? 
What is your zip code? 
How old is your house? 
2 
1 
2 
1 
FREQUENCY OF RESPONSES BY AGENTS 
Set up an appoinonent or offered to do so. 5 
Worked up a cost estimate. 2 
Seemed interested in competing. 5 
4 
0 
2 
question. 
were made. 
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Five appointments or offers to set up appointments 
Three agents worked up cost estimates. All six 
seemed to be interested in competing with thE interviewer's pre-
sent insurance coverage. See Table 17. 
Table 18 presents a summary for all residences of the 
frequencies and order in which questions were asked and the 
number of times agents offered to set up appointments, worked up 
cost estimates, or seemed interested in competing with present 
coverage. 
Table 19 shows census tract, block group, median household 
income, racial distribution, and percentage of houses constructed 
prior to 1949. 
Another set of data gathered from the interviews concerns the 
types of information about coverage that might be provided by the 
agents. Prior to conducting the survey, the interviewers were 
given a list of 30 perils that might be mentioned. Agents inter-
viewed most frequently named coverage for fire (36), followed by 
theft (34), windstorm (32), and medical payments (32). 
Vandalism, 
Table 20 
hail, 
lists 
frequencies. 
and 
the 
liability were mentioned 31 times 
types of perils mentioned and 
each. 
their 
As a group, agents indicated a willingness to write 
insurance. Forty-two percent either offered to set up appoint-
ments or did so, and 56 percent were willing to quote prices. 
See Table 21 . 
An insurability index was developed to test for a rela-
tionship between location and the willingness of the agent to 
TABLE 17 
RESIDENCE 7 
FREQUENCY AND ORDER OF QUESTIONS 
31 
1 2 3 4 5 6 7 8 9 10 11 12 1 3 Total 
Where do you live? 
What is your zip code? 
How old is your house? 
3 2 
1 
1 
FREQUENCY OF RESPONSES BY AGENTS 
Set up an appointment or offered to do so. 5 
Worked up a cost estimate. 3 
Seemed interested in competing. 6 
5 
1 
1 
TABLE 18 
ALL RESIDENCES 
FREQUENCY AND ORDER OF QUESTIONS 
I 2 3 4 5 6 7 8 
Where do you live? 27 12 5 2 1 1 
What is your zip code? 2 1 3 1 
How old is your house? 4 11 5 5 6 3 
FREQUENCY OF RESPONSES BY AGENTS 
Set up an appointment or offered to do so. 26 
Worked up a cost estimate. 35 
Seemed interested in competing. 41 
' ,f 
32 
9 10 11 12 B Total 
48 
7 
1 36 
33 
TABLE 19 
CENSUS STATISTICS FOR RESIDENCES 
USED IN INSURANCE SHOPPERS SURVEY 
Total Percent 
Median Number Built Percent 
Residence Census Block llousehold Percent Percent Housing Before Renter 
Number Tract Group lncome White Black Units 1949 Occupied 
1 58 2 $15,207 72.55 24.38 224 75.45 13.84 
2 9 2 8,654 3 3.99 66.01 156 93.59 32.61 
3 59.02 2 15,000 15.74 84.26 227 58.15 24.76 
4 15 2 10,391 26.68 69.23 153 90.20 41.04 
5 38 3 23,750 96.67 0.64 218 92.20 26.64 
6 33 5 11,250 96.64 0.67 354 95.76 39.45 
7 63 3 24,127 57.72 40.19 62.3 11.72 6.99 
TABLE 20 
FREQUENCY OF PERIL MENTIONED BY AGENTS 
Perils Number of Times Mentioned 
Fire 
Lightning 
Windstorm 
Hail 
Explosion 
Riot 
Aircraft 
Vehicle 
Smoke 
Vandalism 
Theft 
Breakage of glass 
Theft damage 
Personal liability 
Medical payments 
Living expense 
Money lost 
Destruction of securities 
Tree and plant damage 
Debris removal caused by storm 
Consequential loss 
Rupture of steam or hot water 
Falling objects 
Vehicle damage (owner's vehicle) 
Weight of ice, snow, sleet 
Collapse of building 
Electrical damage to appliances 
Water escape 
Freezing of plumbing or heating 
Set up appointment 
Offered to set up appoinUncnt 
Asked for picture of property 
Worked up cost estimate 
Visited property 
Did not write in area 
TABLE 21 
OUTCOMES OF THE INTERVIEWS 
Number 
Could not compete with current policy 
4 
22 
6 
35 
7 
0 
0 
36 
29 
32 
31 
25 
4 
4 
16 
28 
31 
34 
21 
27 
31 
32 
28 
11 
9 
15 
7 
5 
9 
14 
22 
20 
16 
10 
23 
22 
Percentage 
6.5 
35.5 
9.7 
56.5 
11.3 
0.0 
0.0 
34 
35 
write insurance. Only surveys indicating that the agent had 
asked location questions were used. Insurability of each of 
the seven residences was rated as high, marginal, low, or 
uninsurable. If an agent set up an appointment or offered to do 
so and quoted a price over the phone, the property was given 30 
points for being highly insurable. If the agent offered to set 
up an appointment or quoted a price but not both, the property 
was given 20 points for being marginally insurable. When the 
agent neither offered to set up an appointment nor quoted a 
price, the residence was rated low and assigned 10 points. An 
uninsurable residence was one denied coverage because of age or 
condition and received no points. 
The points were tallied and divided by the number of agents 
who asked locational questions. 
considered highly insurable by 
For example, one residence was 
two agents and marginally 
insurable by two more. Another gave the residence a low insura-
bility rating, and no agent refused insurance because of age or 
condition. The residence received 60 points (2 x 30) for being 
highly insurable, 40 points (2 x 20) for being marginally 
insurable, and 10 points because one agent felt the house 
demonstrated low insurability. The residence received a total of 
110 points which was divided by the number of agents (five) who 
asked locational questions. The insurability index of this resi-
dence was 22 (110 + 5), a marginal rating. 
This process was applied to residences used in the insurance 
shoppers' survey. The first residence had a low insurability 
rating of 12.5. 
:')6 
Of the eight agents who asked locational 
questions, three considered it marginally insurable while four 
rated the insurability low. One agent would not offer insurance 
because the residence was more than :15 years old. 
Five agents asked locational questions about the second 
residence. One considered the insurability high, and four con-
sidered it as marginal. The final index for this property was 
22.0, a marginal rating. 
The resident. of the third house involved in the survey was 
asked locational questions by 13 agents whose responses gave this 
residence an ultimate insurability index of 26.2, a highly 
insurable rating. Eight agents set up appointments or offered to 
do so and gave price quotes. Five either set up appointments or 
offered to do so Q£ quoted prices over the phone. 
Residence number four was considered uninsurable by the seven 
agents who either asked for the address of the property or the 
zip code. The ultimate insurability rating of this residence was 
4. 3. After asking locational questions, three agents did not 
quote prices for insurance and did not set up appointments or 
offer to do so. Four agents would not offer insurance because of 
the age or the condition of the house. 
The insurability index for the fifth residence was 25.7, a 
high rating. Four of the seven agents asking locational 
questions also quoted prices and set up appointments or offered 
to do so. The remaining three either attempted to set up 
appointments or worked up cost estimates. 
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The final two residences involved in the survey were each 
given an insurability index of 24.0. In both cases two agents 
sought to set up appointments and quoted prices. 'T'hree agents 
either quoted a price or set up an appointment or attempted to do 
so. 
The insurability rating of each of the seven residences can 
be observed graphically in Figure 1. Fifty agents asked either 
for the address or the residence or for the zip code. Two resi-
dences in census tract 59.02, block 2 and census tract 38, block 
3 received high insurability ratings. Three residences (those in 
census tract 9, block 2; census tract 33, block 5; and census 
tract 63, block 3) received marginal insurability ratings. One 
residence (census tract 58, block 2) received a low insurability 
rating, and one (census tract 15, block 2) was rated uninsurable. 
No correlation was evident between insurability and median 
household income or between insurability and racial distribution 
of the neighborhood. Of the two residences having a high insura-
bility index, one was located in a block group with a median 
household income of $15,000 while the other was situated in an 
area where the median household income was $23,750. The high 
insurability factor was not affected by the racial make-up of the 
area. The first residence was located in an area with a high 
concentration of blacks (84 percent). The second residence was 
in an area where less than 1 percent of the population was black. 
Median household income and racial composition also varied in 
those residences receiving a marginal insurability rating. These 
Insurability 
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three houses are located in census tract 9, block 2; census tract 
33, block 5; and census tract 63, block 3. The residence in 
tract 9, block 2 is in a very low income area where the median 
household income per year was only $8,654. The second is in an 
area where the median household income was only slightly higher 
at $11,250. The median household income of $24,127 for the area 
where the third residence is located is more than double that of 
the second residence. Racial proportions were as varied as 
household income. The black population was 66 percent of the 
total in the first area, less than 1 percent in the second, and 
40 percent in the third. 
One residence received a low insurability rating. The median 
household income where this house is located was $15,227, and 
blacks comprised 24 percent of the population. The median house-
hold income was higher than in two of the areas where residences 
received marginal ratings and slightly more than that where one 
of the residences received a high insurability rating. The black 
population of 24 percent was smaller than that of the area where 
a residence received a high rating and where two of the 
residences had marginal insurability ratings. 
The residence located in census tract 15, block 2 was rated 
uninsurable. The population in this block group was 69 percent 
black, and the median household income was $10,391. Again, areas 
with a lower median income and a higher percentage of blacks 
received higher insurability ratings. 
40 
Income and racial make-up of the areas were not the deciding 
factors in determining insurability. The condition of the house 
and the neighborhood were also relevant to insurability. Even 
though the agents had not seen the houses, the dwelling receiving 
a low insurability rating and also the one that was uninsurable 
were in poor condition and were located in blighted neighbor-
hoods. Also, both houses receiving high insurability ratings 
were well-maintained and located in areas where other residences 
were also well-maintained. 
At the end of each survey the interviewer was given the 
opportunity to record remarks not covered in the main body of the 
insurance shoppers' guide. 
The first interviewer said that one agent left the impression 
that his company was very selective about the property they 
insured and that the property must conform to company standards. 
Still another agent said that his company would not write an H03 
policy (see Appendix) on a house more than 25 years old. 
The second interviewer was insured for $52,000 with a premium 
of $360 per year. One agent for a national insurance company 
expressed surprise at the size of the premium. He speculated 
that the interviewer's present insurance company was rating her 
property for some unspecified reason and indicated that some 
insurance companies rate by area. The property could also be 
rated because of the amount of woodwork, oak floors, and for size 
of the house. 
Three other agents from three different insurance companies 
quoted prices. The amount of insurance offered and the premi urns 
l[ 1 
varied widely. The first company offered $63,000 in replacement 
cost coverage for $299 per year. A second estimated replacement 
cost between $52,000 and $58,000 and said that the premi urn for 
$56,000 in coverage would be $243 a year. The amount of coverage 
offered was only $4,000 more than what the householder was 
carrying; however, the premium of $243 per year was $117 less 
than the current premium of $360. The third company estimated 
replacement cost at $82,000 to $90,000 and said the premium for 
$85,000 in coverage would be $400. Coverage would be increased 
$33,000, but the premium would only increase $40. 
The fourth interviewer to record comments was told by one 
agent that most insurance companies operate in a similar manner 
and made reference to certain guidelines they have to follow. A 
second agent told the interviewer that his company has com-
puterized information on all areas of Omaha, and this is used to 
determine the replacement percentage offered. An agent for a 
nationwide insurance company with a branch office in the 
metropolitan area was willing to write a homeowners' policy with 
replacement cost coverage without first inspecting the property. 
This was the only agent who said that her company was willing to 
write a policy without first seeing the property. The agent told 
the interviewer that she did not need to see the property because 
her company uses zip codes 
final comment recorded was 
to determine replacement cost. The 
that of an agent who said that he 
would need to inspect the area around the residence before his 
company could offer a 100 percent replacement cost policy. This 
agent indicated that some insurance companies will only offer 
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market value coverage because the surrounding area is run down. 
The condition of the house has no bearing on the decision to 
offer a 100 percent replacement cost policy. Hithout having 
inspected either the property or the area, the agent felt that 
his company could not offer 100 percent replacement cost coverage 
in census tract 59.02, block 2. The first question asked by this 
agent had been, "Where do you live?" 
Comments recorded by the fourth interviewer were all 
negative. One agent whose company is associated with the 
Independent Insurance Agents of Omaha would not quote a price 
over the phone because the property was more than 30 years old. 
A second agent promised to call back with a price. When he did 
not call back, the interviewer called again. The agent told the 
interviewer in the second conversation that the company would not 
quote a price because the house was over 50 years old. He had 
not asked the age of the house; however, he had asked where the 
house was located. A third agent also promised to call the 
interviewer back with a quote. When he did not call back, the 
interviewer called the agent. In the second conversation the 
agent told the interviewer that the company generally only 
insured homes where it also carried the mortgage. 
Summary 
The results of this survey show that no clear pattern of 
redlining exists based on the location of the house, the racial 
make-up of the neighborhood, or the median household income of 
the area. 
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Both the location and the age of the house are important to 
the agent. F'orty-eight (77 .4 percent) of the agents contacted 
asked the interviewer where the property was located. The age of 
the house was the second most frequently asked question. Thirty-
six (58.1 percent) agents asked this question. Four companies 
denied insurance because of the age of the house; however, a 
majority of the companies contacted were willing to write a 
policy on an older home. The age of the house will hamper the 
efforts of some homeowners to insure their properties with the 
company of their choice. Forty-nine (79.1 percent) of the 62 
agents contacted either set up appointments (four), offered to 
set up an appointment (22), asked for a picture of the property 
(six) or wanted to visit the property (seven). 
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CHAPTER 3 
EFFECT OF LOCATION ON POLICY AND PREMIUM 
Overview 
The purpose of this section was to learn the effect of loca-
tion on the type of homeowners' insurance offered and the amount 
of premium quoted. In order to accomplish this, the researchers 
developed a fictitious house because during the insurance 
shoppers 1 survey, age as well as location was often found to 
affect the type of insurance offered. In fact, four different 
insurance agents told interviewers that their company's policy 
was not to insure homes over a specified age, although the age 
varied with the company. 
The age of the fictitious house was set at 20 years so that 
age would not be an factor influencing the type of coverage 
offered or the premium. The house fit the description of a 
typical dwelling constructed 20 years ago: a single family home 
with 1,750 square feet of finished living space, split entry, 
frame construction, with a living room, dining room, kitchen, 
three bedrooms, and one and a half baths on the upper level, and 
a finished family room and a two-car garage below. The house was 
said to be equipped with a 20-year-old gas furnace and no 
updating on the electrical wiring, the roof, or the plumbing. 
The interviewer asked for H03 coverage. See Table 22. 
The fictitious house was then given three different 
locations, after determining that housing in the three neigh-
borhoods was compatible. The first location selected was in 
Fire 
Fire 
Wind 
Hail 
Explosions 
Riots 
Aircraft 
Vehicles 
Smoke 
TAilLE 22 
CLASSIFICATION OF HOMEOWNERS COVERAGE 
Homeowners 1 (I-101) 
Fire 
Wind 
Hail 
Explosion 
Riots 
Aircraft 
Vehicles 
Smoke 
Vandalism 
Malicious mischief 
Theft 
Glass breakage 
Homeowners 2 (I-102) 
Fire 
Wind 
Hail 
Explosion 
Riots 
Aircraft 
Vehicles 
Smoke 
Vandalism 
Malicious mischief 
Theft 
Glass breakage 
Falling objects 
Damage caused by weight 
of snow, ice, etc. 
Collapse 
Hot water or steam 
heating systems 
Damage caused by failure 
of plumbing, heating, or 
air conditioner 
Freezing of plumbing 
Electrical current damage 
Homeowners 3 (JJO 3) 
All perils except: 
flood 
earthquake 
war 
nuclear attack 
specified exceptions 
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North Omaha in census tract 61.02, block group 2. The median 
household income for the area was $19,079 per year, according to 
the 1980 Census. The racial distribution was 59 percent white 
and 39 percent black. Only 24 percent of the houses in this 
block group were constructed prior to 1949 which means that a 
majority of homes in this area were less than 35 years old. A 
large majority, 87 percent, of the homes were owner occupied. 
The second location chosen was in South Omaha in census tract 
30.00, block group 4. In this neighborhood the median household 
income for the area was $16,172. The population was 100 percent 
white. Approximately 47 percent of the houses were built after 
1949, and 92 percent were owner occupied. 
Census tract 66.01, block group 2 was the location of the 
house placed in West Omaha. In this area the median household 
income was $16,799. The population was 97.5 percent white and 
the remaining 2.5 percent 
mately 97 percent of the 
since 1949. Slightly more 
were non-black minorities. Approxi-
units in this area were constructed 
than 59 percent of the total housing 
units in this area were owner occupied. 
Nine insurance agents were contacted, three from each of two 
different insurance companies and another three independent 
agents. The two companies, called Company A and Company B, were 
chosen because they assign agents to predetermined areas of the 
city. The independent agents, who write policies for several 
companies, might be more willing to shop around for a policy for 
a client and also be more willing to write policies in all areas 
of the city. 
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Each of the nine agents was contacted and told that the 
interviewer was considering purchasing a home at one of the three 
fictitious locations and that he or she was seeking information 
on the type of coverage available and the amount of premium that 
coverage would require. The interviewer asked each agent for 
$50,000 worth of insurance on the dwelling. 
Findings 
Three different agents from Company A were asked to quote 
premium prices. The first agent would not discuss coverage or 
quote a price until he had inspected the property. Because this 
was a fictitious house located at an address that did not exist, 
the interview was terminated. 
The second agent for Company A was given a description of the 
same house, but the location was changed to South Omaha. The 
agent's first question was whether the house was equipped with 
dead-bolt locks, and he was told it was not. The agent's second 
question dealt with the composition of the roof, and the inter-
viewer told him that the roof was asbestos shingles. The agent 
then asked for the square footage of the house. The interviewer 
was told that the company would offer a policy with replacement 
cost on the dwelling and contents. The dwelling would have 
$40,000 worth of coverage, $4,000 on other structures, $30,000 
for personal property including extended theft, $12,000 loss of 
use, $100,000 personal liability, $1,000 medical payments, $500 
to cover damage to property of others, and $1,000 for credit card 
and depository forgery. The deductible was $250. 
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The premium 
for this coverage would be $198 for six months or $396 a year. 
Since this price was high, the interviewer probed and asked if 
that was for six months or a year. The agent responded that it 
was for six months. 
A third agent with Company A was called and asked for 
insurance on the same house, now located at a West Omaha address. 
This agent asked about the type of construction, age, and archi-
tectural style. The third agent offered the same coverage as the 
second. However, the premi urn was now $198 for a year. The only 
difference between the two fictitious houses was the location. 
Three agents from Company B were contacted next. The first 
agent asked the age of the house, now located in North Omaha. He 
offered H03 coverage which he said was the maximum amount of 
coverage offered by his company. The policy would include 
$50,000 on dwelling, $15,000 for loss of use, $5,000 on other 
structures, $100,000 personal liability, $1,000 medical, $500 
non-liability property damage, and no extended theft. This 
policy did not offer full replacement cost. The agent quoted two 
prices, the first $250 with $100 deductible; the second was $191 
with $250 deductible. 
The second agent from Company B asked the age of the house, 
now in South Omaha, and if the interviewer or spouse smoked. An 
H03 policy was offered. The dwelling would be covered for 
$50,000, $100,000 for personal liability, $27,500 on contents, 
49 
$5,000 on other structures, $15,000 for loss of use, and $500 
medical payments. The premi urn would be $186 per year. The 
deductible would be $250. For an additional $19 a year, replace-
ment cost at four times actual cost could be obtained. Extended 
theft would cost $3 more per year. 
The third agent for Company B asked the age of the house, now 
in West Omaha, and also asked if it were equipped with smoke 
detectors. The agent offered an H03 policy which included 
$45,000 as a minimum coverage on the dwelling, $100,000 personal 
liability, $23,000 personal contents, $4,500 on other structures, 
$13,000 loss of use, and no extended coverage. The deductible 
was $250 and the premium was $184 for a year. For an additional 
$18 a year the agent offered full replacement cost on the 
dwelling. Extended theft could be obtained for an additional $3 
per year. 
Little variation was noted in premium price among the three 
locations; however, a variation did occur in the type of policy 
offered. For the North Omaha house, only an H03 policy was 
offered. An H03 policy plus the option to purchase replacement 
cost on the contents only was offered for the South Omaha house. 
This was not a full replacement cost option. Replacement cost 
would be figured at four times actual cost less depreciation of 
10 percent per year. The third agent offered the interviewer H03 
plus a full replacement cost on the dwelling. 
The next step was to contact three agents from three 
independent agencies. The first offered H03 coverage on the 
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North Omaha house which included full replacement cost on the 
dwelling and the contents. The agent first asked the age of the 
house, the square footage, and the number of rooms. The agent 
calculated full replacement cost using room count and then again 
using square footage. In each instance a location factor using 
zip code was used in his calculations. He offered $49,000 on the 
dwelling, $39,200 on contents, $100,000 personal liability, 
$1,000 medical payments, and extended theft. The premium would 
be $215 a year with $100 deductible. 
The second agent was given a description of the same house, 
but this time it was located in South Omaha. The age of the 
house was asked and also the square footage. The agent offered 
$50,000 on the dwelling, $100,000 personal liability, $1,000 
medical payment, and extended theft. If the house were insured 
to 100 percent of its value, the company would offer full 
replacement cost on the dwelling and contents at no additional 
cost. With a $100 deductible, the yearly premium would be $217. 
A $250 deductible would generate a yearly premium of $185. 
The fictitious West Omaha house was offered to agent number 
three who asked for the age of the house and the square footage. 
The agent told the interviewer that the house would cost $45 a 
square foot to replace. He said the replacement cost of the 
house would be $78,000 and that the interviewer should insure the 
house for at least 80 percent of that value or $62,000. He could 
offer the interviewer a $65,000 H03 policy which would also 
include $100,000 personal liability and $500 medical payment but 
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no extended theft. The premium would be $260 for $100 deductible 
or $253 for $250 deductible. 
The variables in this study were the locations of the houses 
and the agents, but the responses from the agents varied 
substantially. Tn the case of Company A the agents would not 
quote a price without seeing the property first when it was 
placed at the North Omaha location. When the same house was 
located in South Omaha and in West Omaha, the agents offered 
exactly the same policy but at different premium rates. The 
South Omaha premium ($198 for six months) was twice that for the 
same house in West Omaha ( $198 for a year) . The deductible was 
the same in each instance. 
Company B offered H03 policies for all three locations at 
approximately the same premium, $191 per year in North Omaha, 
$186 per year in South Omaha, and $184 per year in West Omaha. 
The difference can be found in the options the agents offered. 
No replacement cost was offered to the interviewer when seeking 
insurance for the house in North Omaha. In South Omaha the agent 
offered replacement cost only on the contents of the dwelling but 
not on the dwelling itself. The third agent offered full 
replacement cost on the dwelling in West Omaha. 
The most obvious difference was between the independent agent 
handling the North Omaha house and the one handling the West 
Omaha house. The first placed the replacement cost of the North 
Omaha house at $49,000 which is $28 per square foot for a 1,750 
square foot house. The agent dealing with the West Omaha house 
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said that replacement cost woulrl be $78,000 or $45 per square 
foot. 
All agents offered at least H03 policy coverage which covers 
all perils except losses from flood, earthquake, war, nuclear 
attack, and specified exceptions. 1\ll but two agents offered 
full replacement cost on the dwelling and/or contents. Company 
A would not quote any premi urn price without seeing the house 
located in North Omaha. Company B only offered R03 coverage on 
the house located in North Omaha. Company A offered full 
replacement cost on dwelling and contents to the houses located 
in South Omaha and West Omaha. Company B offered replacement 
cost at four times actual cost less depreciation to the house in 
South Omaha while offering full replacement cost on the dwelling 
in West Omaha. All three independent agencies offered both full 
replacement cost on the dwelling and on the contents for all 
three locations. 
All agents were given the location of the house, and all 
agents asked the age; Because the only variables were the 
location of the house and the agents, the location of the house 
must be assumed to be the determining factor in the type of 
insurance offered and the premium to be paid. 
Conclusions 
Obtaining homeowners' insurance is not impossible, but 
getting the type of insurance the homeowner needs or wants at 
a premium he or she can afford may be difficult. 
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Age and location are the keys to insurance rating. A 
homeowner shopping for insurance would be offered one of three 
types of insurance--substandard, standard, or preferred--based on 
the age of the house, its location, condition, and the agent's 
knowledge of the area. 
Not only did the type of insurance available vary with these 
factors, but price also varied. \o/hile a logical assumption is 
that as insurance coverage decreases, the premium would also 
decrease, this was not the case. If a house did not conform to 
industry standards and was rated by the company for a substan-
dard policy, the owner paid a higher premium for substantially 
less coverage. The decrease in coverage was not only reflected 
in the dollar value of the coverage but also in types of risks 
that the policy covered. 
The age of a house was a pivotal factor in the availability 
of homeowners' insurance, the type of policy offered, and the 
premium. In the insurance shoppers • survey, four agents from 
four different insurance companies told the interviewers that 
their companies did not write homeowners' coverage on houses 
older than a specific age. This age varied with the company. 
One agent indicated that his company would not write policies on 
houses that were 25 years old or older. The other three com-
panies were willing to write policies on houses up to 35 years 
old but not houses older than that. 
Although these four companies would not write policies and 
gave age as the reason, a majority of companies contacted indi-
cated a willingness to write policies on older homes. However, 
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this willingness was tempered by the type of coverage offered. 
The age of the house was important, but the condition of that 
house was critical. Using age as the only criterion, an agent 
would only offer a standard or H02 policy. The only reason for 
writing a standard policy was that the house was old. If the 
house had not had any improvement or upgrading of the wiring, 
plumbing, or roof, or if it had not been painted within the last 
ten years, only a substandard policy would be writ ten. The 
actual structural condition of the house had no bearing on the 
type of policy written. If these improvements had not been made, 
the homeowner would only qualify for a substandard policy. A 
substandard policy only offers protection against fire plus 
extended coverages. If the wiring, plumbing, roof, and paint had 
been improved or upgraded within the last ten years and if these 
improvements were documented, the house would qualify for an H03 
or "all risk" policy. 
Not only was the type of coverage offered influenced by the 
age and condition of the house, but the cost of the coverage was 
affected. Logic would dictate that the minimum coverage would 
carry the smallest premium. In the case of the older homes this 
was not what happened. A homeowner with a house over 30 years 
old qualifying for a substandard policy would pay substantially 
more in premi urn and receive less coverage than if the house 
qualified for a standard or H02 policy. The same differences in 
premium and coverage were found between an H02 policy and an H03 
policy. One company established a $350 premium for a substandard 
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policy offering $25,000 coverage on the dwelling. This same com-
pany offered an H02 with $40,000 on the dwelling for $263 and an 
1103 with $40,000 for $243. The H02 and H03 policies included 
replacement cost on the contents, but the substandard policy did 
not. On a house under 30 years old, the company offered an H03 
policy with $40,000 on the dwelling and included replacement cost 
on the contents for $192 a year. Variations in premium and 
coverage as they related to the age of the property are shown in 
Table 23. 
Type of coverage and premium also varied with location. 
When age was eliminated as a factor, so was the condition of the 
house. When the effect of location on coverage and premium was 
investigated, either the premium or the quality of coverage 
varied with location. A house located in North Omaha paid more 
in insurance premiums than the same house in South or West Omaha. 
A homeowner whose house was located in South Omaha experienced 
the same price discrimination as one in West Omaha. 
If price did not vary, then the quality of coverage varied 
with location. A house in North Omaha was not offered the same 
coverage as the same house in West Omaha. The variation in 
coverage existed even though the premiums were the same or nearly 
so. The same discrepancy in coverage was also noted between the 
house located in South Omaha and the one in West Omaha. 
Variations in premium and coverage as they are affected by 
location are shown in Table 24. 
TABLE 23 
EFFECT OF AGE ON PREMIUM AND COVERAGE 
-----~~-
Age of Amount of Type of Replacement Cost Premium 
Dwelling Coverage Coverage on Contents Per Y car 
------
Over 30 $25,000 Substandard No $350 
Over 30 40,000 1-102 Yes 263 
Over 30 4,000 H03 Yes 243 
Under 30 40,000 I-103 Yes 192 
TABLE 24 
LOCATIONAL INFLUENCE ON PREMIUM AND COVERAGE 
Company "A" 
1. premium/ 
deducLible 
2. coverage 
Company "B" 
1. premium/ 
deductible 
2. coverage 
Independent 
1. premium/ 
deductible 
2. coverage 
North 
No quote without 
seeing property 
$191/yr_ 
$225 
$50,000 
no replacement 
cost 
$215/yr 
$100 
$49,000 
replacement cost 
dwelling & contents 
South 
$19816 mos 
$250 
$40,000 
replacement cost 
dwelling & contents 
$205/yr_ 
$250 
$50,000 
replacement cost 
on contents only 
$185/yr_ 
$250 
$50,000 
replacement cost 
dwelling & con ten rs 
West 
$198/yr_ 
$250 
$40,000 
replacement cost 
dwelling & contents 
$202/yr_ 
$250 
$45,000 
replacement cost 
dwelling & contents 
$25 3/yr_ 
$250 
$65,000 
replacement cost 
dwelling & contents 
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In general, ~ homeowner can get insurance protection. 
1-Towever, age, condition, and location can adversely affect the 
premium and type of coverage offered. Some homeowners will 
discover that they cannot get insurance because of the age of 
their homes. The older the house, the more difficult is getting 
insurance coverage. Some companies will refuse insurance if the 
house is older than 25 to 35 years old. When this happens, the 
homeowner is denied coverage with the company of his or her 
choice. 
If an insurance company cancels a homeowner's policy, he or 
she will not be able to get coverage with another company. If a 
homeowner has filed "too many" claims, he or she will again be 
denied coverage. 
Insurance companies will also limit the amount of business an 
agent can write in an area. This is computed on a percentage of 
either the total premiums or total dollar value of properties 
insured. 
Recommendations 
Insurance underwriting requirements are difficult to under-
stand. The full disclosure of premiums and types of coverage 
being offered by area must be made mandatory. At the present 
time disclosure is made on a state-wide and city-wide basis only. 
Disclosure should be required by census tract. 
Homeowners should be told at the time of purchase the type of 
coverage (substandard, standard, or preferred) they are 
purchasing. They should also be told why and what they can do to 
upgrade their coverage. 
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Policies that require the upgrading of wiring, plumbing, 
roofs, and paint within the last ten years for a house more than 
25 to 35 years old must be standardized for all houses. 
Currently these requirements only affect the type of coverage 
written on a house more than 25 to 35 years old. The owner of a 
house more than ten but less than 25 years old is not asked if 
these improvements have been made. 
The age and location of a house as determining factors in 
premiums and types of coverage available should be eliminated. 
Insurance companies are justifiably concerned about ''over 
insuring" property and thereby creating a "moral hazard." The 
argument runs that if a standard homeowners' policy is issued, 
then most companies insure at a value that approximates replace-
ment costs. In areas of stable or declining real estate values, 
dwellings often sell at a rate considerably less than replacement 
costs. Therefore, to insure a unit for replacement costs creates 
a "moral hazard. 11 The way insurance companies compensate for 
this is to write a dwelling policy that has a cash value. Most 
such policies are rated as substandard which increases the pre-
mium rate. There probably is room within the insurance industry 
for a cash value standard of preferred home owners' policy that 
would reduce the cost to the homeowners and also protect the 
insurance company by removing the "moral hazard." 
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Appendices 
INSTRUCTIONS FOR INTERVIEWERS 
Introduction: 
What we are trying to accomplish with this project is to determine whether or not certain 
insurance companies try to avoid writing insurance in certain areas of the community and what 
techniques they use not to write that insurance. 
The process is set up to be a shopping experience. What you will be doing is shopping for 
homeowners' insurance for your house. 
Process 
You will need to get your present insurance policy and use it as a guide. You will need to 
be aware of the type of insurance which you presently have. 
There are about seven types of insurance coverages. 
Fire - Basically insures building and content against losses caused by fire, wind, hail, explo-
sions, riot, aircraft, vehicles, and smoke. Sometimes the amount of this coverage is less 
than replacement cost. That is, if the company feels that replacement cost is greater 
than market value-often the case in older areas-they will only insure for the market 
value. This often has repercussions when claims are filed. Since most insurance com-
panies feel that a property insured for less than 80 percent of its replacement cost is 
underinsured, they may prorate claims based on this 80 percent rule. 
H0-1- Insures against all the above and often includes vandalism and malicious mischief, 
theft, glass breakage. 
H0-2- All the above and adds coverage for falling objects, damage caused by weight of snow, 
ice, etc., tearing asunder, hot water or steam heating system, damage caused by failure 
of plumbing, heating or air conditioner, freezing of plumbing, electrical current damage. 
H0-3 and H0-5- All perils except flood, earthquake, war, nuclear attack, and specified 
exceptions. 
H0-4- Renters' insurance. 
H0-6- Condo owners' insurance. 
The questionnaire has a worksheet attached to the front. You will need to familiarize 
yourself with the questions, and, as you talk to the insurance agent, you might find it easier 
to take notes on the worksheet and after the interview is completed to transfer tl1e informa-
tion to the questionnaire. 
The first section of the questionnaire is designed to anticipate the screening an agent 
might use to categorize the property. Note the type and order of the questions asked. In 
the second list, many of me perils (items insured against) in tl1e various types of cm·erages are 
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listed. You will need to try to determine exacdy what coverage is being offered. It might 
be advantageous to simply note what types of coverage he suggests, and then when you have 
completed the interview, mark those items. If the agent states some general item, like, "We 
have a homeowners' policy that will be rather good for you," follow-up questions will need 
to be asked. For example, "What things are covered under d1at policy?" Try to get the agent 
to be specific. If the agent suggests a low level of coverage (for example, straight fire insurance), 
ask what it would cost for the next level of coverage. This is important to determine what 
levels of insurance they write in the area. 
The d1ird phase of the interview is to arrive at some action. Was the result of the inter-
view that the agent established a time to visit your property to see if he would write you a 
better policy than the one you currently have? Was the outcome that the agent said that 
they didn't write in the area? Did the agent attempt to avoid d1e issue of insurance? Did 
he give your property due consideration and then indicate that he couldn't compete? Did he 
indicate that they would not be able to compete with your current policy before he gave it 
full consideration? 
Finally, you are requested to record your perceptions of the agent's interest in writing 
insurance for you house. Any other comments that you feel might be helpful should also 
be recorded. 
Name of Company 
Sam pie Comparison of Coverage and Cost ( ) 
Dwelling: fire and extended coverage 
Private structures 
Personal property on premises 
off premises 
Living expenses 
Theft from premises 
Theft away from premises 
Comprehensive personal liability 
Medical payments 
Specific coverages 
Total premium 
Present Insurance 
Amount Premium 
Name of Company 
( ) 
New Insurance 
Amount Premium 
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SHOPPER GUIDE WORKSHEET 
In the following space, you may record the questions the agent asked and the order in which they were asked. 
Just get the basic idea n:curded so that you may later record them on the survey form. 
Agent's Questions 
1. 2. 
3. 4. 
5. 6. 
7. 8. 
9. 10. 
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What types of coverage were discussed? -----------------------·--------· 
What was the outcome of your discussion with the agent? 
Now please transfer the information to the questionnaire. Thank you! 
63 
INSURANCE SHOPPERS GUIDE 
Hello! My name is , and I would like to talk to someone about homeowners' 
insurance. My present policy is with insurance company, and I would like to know what 
it would cost me to (increase) (maintain) my coverage with your company. 
In this section, the insurance agent will ask you a series of questions. You are to record the questions that he asked 
you and the sequence in which they were asked. Also record your response to rl1e questions. 
Order uf Questions 
Where do you live? 1 2 3 4 5 6 7 8 9 10 11 12 13 
How long have you lived there? 1 2 3 4 5 6 7 8 9 10 11 12 13 
Is this a new purchase? 1 2 3 4 5 6 7 8 9 10 11 12 13 
What is your zip code? 1 2 3 4 5 6 7 8 9 10 11 12 13 
How old is the house? 1 2 3 4 5 6 7 8 9 10 11 12 13 
What type of coverage do you have ? 1 2 3 4 5 6 7 8 9 10 11 12 13 
When was your last claim? 1 2 3 4 5 6 7 8 9 10 11 12 13 
Why are you looking for a new company? 1 2 3 4 5 6 7 8 9 10 11 12 13 
With whom do you have other insurance? 1 2 3 4 5 6 7 8 9 10 11 12 13 
What does it cost? 1 2 3 4 5 6 7 8 9 10 11 12 13 
1 2 3 4 5 6 7 8 9 10 11 12 13 
2 3 4 5 6 7 8 9 10 11 12 13 
1 2 3 4 5 6 7 8 9 10 11 12 13 
1 2 3 4 5 6 7 8 9 10 11 12 13 
Which of the following perils did the insurance agent discuss with you? 
Discussed Not Discussed 
1. Fire 1 2 
2. Lightning 1 2 
3. Windstorm 1 2 
4. Hail 1 2 
5. Explosion 1 2 
6. Riot or civil commotion 1 2 
7. Aircraft 1 2 
8. Vehicle damage (not owned by insurer or tenant) 1 2 
9. Smoke 1 2 
10. Vandalism and malicious mischief 1 2 
11. Theft 1 2 
12. Breakage of glass 1 2 
13. Theft damage 1 2 
14. Personal liability 1 2 
15. Medical payments 1 2 
16. Living expenses 1 2 
17. Money loss 
18. Destruction of securities 
19. Tree, plant damage 
20. Debris removal caused by storm 
21. Consequential loss 
22. Rupture of steam or hot water 
23. Falling objects 
24. Vehicle damage (owned by insured or tenant) 
25. Weight of icc, snow, sleet 
26. Collapse of building 
27. Electrical Jam age to appliances 
28. Water escape 
29. Freezing of plumbing or heat 
30. Theft extension 
Discussed 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
Outcome of the Inquiry 
~1. Set up an appointment 
2. Offered to set up an appointment 
3. Asked for a picture of the property 
4. Worked up a cost estimate 
5. Visited property 
6. Said they didn't write in the area 
7. Said they couldn't compete with current policy 
8. Other 
Yes 
I 
I 
I 
I 
I 
I 
I 
1 
Not Discussed 
2 
2 
2 
2 
2 
2 
2 
2 
2 
2 
2 
2 
2 
2 
No 
2 
2 
2 
2 
2 
2 
2 
2 
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What was the name of the insurance company? ________________________ _ 
How helpful was the agent in assisting you in understanding your present coverage? 
Do you feel the agent was interested in trying to compete with your present coverage? 
Other comments: 
Insurance Companies and Agencies 
Included in the Survey 
A - Independent Insurance Agency 
12709 Q Street 
895-1118 
AAA 
910 N. 96th Street 
390-1000 
AAA 
2904 S. 132nd Street 
333-8200 
Allstate 
6053 Maple Street 
553-1212 
Allstate Insurance 
Sears 
1101 Fort Crook Road 
Bellevue 
399-3525 
American Family 
9115 Bedford Avenue 
571-1440 
Fred Bonacci 
American Family 
3027 s. 83rd Plz. 
397-3717 
American Family 
7555 Maple Street 
393-2924 
Associated Underwriters, Inc. 
14414 W. Center Road 
330-1810 
Ball Insurance Agency 
11269 Wright St. 
333-2380 
Barnes & Associates 
(No Address) 
551-5277 
Beck Insurance Agency 
6936 Maple 
571-5100 
Bemis-Fitzgerald ro. 
Bock-Fees Insurance Agency 
12202 Nicholas 
498-0333 
Bock-Fees Insurance Agency 
12202 Nicholas 
498-0333 
Boyd-Chaney-Stubblefield 
1822 N. 120th 
493-3100 
Brown, Ralph K. 
2739 N. 61 
553-3611 
Broyles, Michael J. 
2900 S. 110 St. 
399-9080 
Bryans, Jack Insurance Agency 
11929 Elm 
333-8899 
Chastin Insurance Agency 
515 N. 87th Street 
397-8130 
Commercial Union 
(Keenan, Lloyd C.) 
3828 Dodge 
558-4456 
Crandell, Floyd 
6421 Ames 
451-1624 
Dale, Kenneth 
6569 Maple 
553-4220 
Dairyland Insurance 
1335 H St., Lincoln 
435-2096 
Davis & Associates 
4414 N. 31st Avenue 
453-3300 
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Dodge, N.P. Insurance Agency 
8701 W. Dodge 
397-4900 
Dunbar-Peterson Insurance Agency 
1902 Howard Street 
341-2166 
Eveland, Dwight 
4918 N. 54th 
451-1430 
Farm Bureau Insurance 
125 N. Washington (Papillion) 
339-8778 
Farm Bureau Insurance 
2900 S. 110 Street 
399-9174 
Farmers Insurance Group 
3015 N. 90th Street 
571-5094 
Farmers Union - Co-op 
407 N. 117th 
330-3555 
Fowler, George Insurance Inc. 
4535 Leavenworth 
558-6860 
Gateway Insurance Avency 
Better Homes & Gardens 
108 & Q Streets 
339-6800 
General Insurance Co. of America 
13057 W. Center Road 
334-1150 
Grace-Mayer & Joffe Kully 
7100 W. Center Road 
397-5050 
Gratopp Insurance Agency 
11730 W. Dodge Rd. 
496-2555 
Great Plains Insurance Co. Inc. 
2424 S. 130th Cir. 
330-3800 
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Gross-Bush Insurance Agency 
6910 Pacific 
551-8888 
Gross and Webster Inc. 
9301 Binney St. 
571-2200 
Hansen & Associates 
11313 Chicago Cir. 
334-7373 
Hartford Insurance 
Hills Insurance Company 
2014 S. 42nd 
551-6200 
Hartford Insurance Group 
11128 John Galt Blvd. 
592-2900 
Hawkeye-Security Insurance 
Bobbitt Insurance Agency 
221 w. Mission (Bellevue) 
291-0450 
Hawkeye-Security Insurance 
Boyd Tom Insurance Agency 
1822 N. 120th 
493-3100 
Henderson Insurance Agency 
5139 Marshall Drive 
896-1888 
Home Insurance Inc. 
7101 Mercy Road 
393-6540 
Hunt Insurance 
4605 S. 96th Street 
331-3384 
Insurance Design Inc. 
11128 John Galt Blvd. 
592-5607 
Jackson Insurance Agency 
10838 Old Mill road 
330-0980 
Keenan, Lloyd Agency 
3828 Dodge 
558-4456 
Kemper Countrywide Insurance 
11310 John Galt Boulevard 
592-0250 
Koch, Harry A. 
2121 s. 41Jth 
558-7000 
Larsen, Ed 
153 N. 72nd 
558-7116 
Leonard, Tim Insurance Agency 
3125 N. 108th St. 
493-5331 
Liberty Mutual Insurance Co. 
220 Executive Building 
348-1905 
Lush Insurance Agency 
5444 N. 103rd 
493-4142 
Marcotte R.D. & Associates 
3568 Dodge 
342-4175 
Martin Bros. Company 
412 Barker Bldg. 
341-0435 
Mech Insurance Agency 
3901 Q Street 
731-5965 
Metropolitan 
261 Midlands Mall (Council Bluffs) 
322-2513 
Midlands Insurance Agency 
10407 Devonshire Circle 
392-2000 
Mutual of Omaha 
Fire and Casualty 
342-3326 
Myers-Welch Co. 
13055 W. Center Road 
333-51100 
Nabity-Palmer Agency 
6035 Binney 
553-3600 
Nassar Insurance Agency 
51144 N. 103rd 
496-3339 
National Farmers Union 
11912 Elm Street 
333-1861 
Nationwide Insurance 
10846 Old Mill Rd. 
333-6047 
Olsen Insurance Agency 
1905 Harney St. 
342-1053 
Omaha Indemnity Co. 
3201 Farnam 
342-3326 
Omaha Insurance Agency 
10835 Old Mill Rd. 
333-6060 
Penney, J.C. Insurance 
1001 Fort Crook Rd. (Bellevue) 
734-5220 
Penney, J.C. Insurance 
126 New York Mall 
Westroads 
397-5060 
Prudential 
8712 W. Dodge Rd. 
391-0527 
Prudential 
7171 Mercy Road 
397-2520 
Shelter Insurance 
Hillyer Robert R. 
9023 Ohio Street 
397-4414 
Sibbernsen-Sledge Insurance 
515 N. 87th 
391-4112 
Simpson Insurance 
412 N. 85th Street 
393-3822 
State Automobile & Casualty 
208 Livestock Exchange Building 
731-2011 
State Farm Insurance 
Cameli, Bernie 
105 S. 1'7th Street 
341-2550 
State Farm Insurance 
Gilmore, Gary 
6058 Ames Ave. 
451-2500 
State Farm Insurance 
James, Merlin 
2504 S. 13th Street 
342-5885 
Travelers 
Archibald, William 
8077 Gold 
397-6383 
Union Casualty 
100 Aquila Court 
3115-9515 
USF&A rnsurance 
(United States Fidelity & 
Guaranty Company) 
310 Regency Pkwy. 
393-3100 
Vukov, Joe 
Real Estate & Insurance 
6617 Sunshine Drive 
731-11317 
Walsh Bros. Co. Inc. 
416 Barker Building 
341-0532 
Western Insurance Companies 
Associated Underwriters 
11414 W. Center Road 
330-1810 
Western Securities Insurance 
5060 Dodge 
558-2800 
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This questionnaire was used in the residential block surveys. 
70 
The Center for Applied Urban Research at the University of Nebraska a.t Omaha is conducting a study to determine the 
amount of homeowners' insuran~c people have and whether or not they have had any difficulty obtaining insurance. We 
will be asking you the following questions. 
1. Could you please tell me how long you have lived at this address? 
less than 1 year 
2-5 years 
5-10 years 
10-20 years 
more than 20 years 
2. Do you own your dwelling? 
yes 
no 
IF NO STOP. 
3. Below is a sample of homeowners' coverages. Would you please indicate the amount of each you have? 
Coverages 
A. Dwelling 
B. Other strucrures 
C. Personal property 
D. Loss of use 
E. Personalliability 
F. Medical payments 
G. Other coverage extension 
Total premium 
Limit of liability Premium 
4. How long have you had insurance? (This is all years, not just with the present company.) 
____ less than 1 year 
_____ 1-5 years 
6-10 years 
11·20 years 
more than 20 years 
5. With what insurance company do you now have homeowners' insurance? 
6. Have you always been insured with your present company? 
___ yes (If yes, go to question 8.) 
____ no 
7. If no, how long have you been insured with your present company? 
____ less than 1 year 
1-5 years 
___ 6-10 years 
11-20 years 
____ more than 20 years 
8. How easy was it for you to find the type of insurance you wanted? 
very easy 
somewhat easy 
somewhat difficult 
very difficult 
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9. How often do you receive telephone calls, mail correspondence, or door solicitations from homeowner insurance 
agents wanting to discuss insurance with you? 
never 
less than once per year 
1 ~4 times per year 
5-9 times per year 
10 or more times per year 
10. How did you learn about your insurance company? 
Friends told me about them and I contacted them. 
I contacted them when looking for insurance. 
A representative from the company called on me. 
I kept the insurance that was with the house when I purchased it. 
Real estate firm recommended it. 
Loan company recommended or handled it. 
other (please specify)-------------------------------
11. Did an insurance sales person visit your property before they sold you insurance? 
yes 
no 
don't know 
12. Have you ever had claims against your insurance policy? 
yes (See below) 
____ no (Go to question 14) 
If yes, about how many times in the past 10 years? ________ _ 
About how much did you receive in claims?----------
13. Did you feel that the insurance company's settlement was; 
very fair 
somewhat fair 
somewhat unfair 
very unfair 
14. Are you aware of anyone in your neighborhood that has had difficulty in obtaining insurance? 
yes 
no (Go to question 16) 
15. If yes, what rype of difficulry have they had? 
16. Besides your homeowners' insurance, which of the following types of insurance do you have with your homeowners' 
insurance company? 
health 
life 
auto 
none of these 
17. In the past few years, have you changed the kind of homeowners' insurance coverage which you carry? 
___ yes 
____ no 
18. Which of the fol1owing best describes the changes which you made? 
I increased my coverage and that increased my cost. 
I changed insurance company and kept my coverage about the same but my cost was reduced. 
I decreased my coverage and reduced my cost. 
I decreased my coverage to keep the cost about the same. 
I decreased my coverage but increased my cost. 
19. Have you ever had damage which you did not claim although the insurance company might have paid? 
___ yes 
no (If no, go to question 21) 
20. If yes, why was a claim not filed? 
too much hassle for what I would receive 
was afraid that the costs would increase 
wanted to keep my record clean in case of a major claim 
afraid my insurance would be cancelled 
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other (please specify) -------------------------------
21. Is your dwelling: 
a single family detached unit? 
a duplex? 
a three or four plex? 
_______ more than a four plex? 
22. What is the age of your dwelling? 
Jess than 5 years old 
6-10 years old 
11-20 years old 
21-30 years old 
31-50 years old 
51-100 years old 
more than 100 years old 
23. Which best describes the type of structure you live in? 
____ a wood frame structure 
____ a brick structure 
a masonry strocture 
24. Which of the following do you have? 
____ a fireplace 
____ a wood burning stove 
solar heat 
I would like to ask you a few questions about your household. 
25. How old is the head of household? 
less than 20 
21-35 
36-50 
51-65 
66 and over 
26. Is the head of household 
white 
Thank you. 
black 
}IJspanic 
other 
